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JANA

DEPTH WITH DIFFERENCE

Targeting the HNW market

. Largest pool of financial assets in Australia outside of the Industry Fund sector

° $14tl‘n aCross 284,000 HNW |nd|V|dua|S and Fam||y OfflceS (Familv Office and High Net Worth | Rainmakerlnformation)

. Higher advice revenue opportunity per client vs retail clients

. Much of this client segment is non-advised

. HNW / Family Office clients have particular needs:
- Often multiple structures SMSFs, Family Trusts, Corporate entities, PAFs, etc
- Require more intensive servicing / consolidated reporting
- May have similar compliance requirements to retail clients
- Want access to investment solutions not available to retail clients — less liquid solutions
- Role for managed accounts but retail SMAs probably insufficient as total solution

- Advisors more likely to need assistance targeting the HNW market

JANA Wealth Partnerships



JANA can assist advisors to target the HNW market

JANA Wealth Partnerships

Partnering with an advice practice to assist them build their business esp. with HNW clients
Enhancing an advisor’s investment proposition — capital market and manager research
Membership of / or advice to an advisor’s investment committee

Tailored reporting for a more sophisticated client base e.g. Sustainability / Carbon intensity

Access to wholesale only product research & strategies — direct infrastructure & property and
Private Equity Deal flow

Wholesale managed account strategies & model portfolios — potentially incorporating
existing retail SMA as a core holding
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Technology risks and strategy for
advice practices

Peter Panigiris, DASH




I 1J H

Complete Advice.



Agenda

1. Who is Dash

2. Role of advice technology in costs to serve
3. How should technology assist

4. Hidden costs in advice practices

5. The holy grail




About Dash

Net Promoter Score

Net Promoter Score

Software

Fin365 (formerly FinPal)

Platforms
-100 -2 £0 -40 2 0 20 40 &0
Netwealth
HUB24
[ WWealthC2 ]
Pragmium

BT Pancrama
Qther/ Internal
CFS FirstChoice
Macquarie Wrap
CFS FirstWrap
AMP Nerth
I00F Pursuit
MLC Wrap

BT Wrap

MLC Navigator
Asgard

Perpetual WealthFocus

uNegative 2020

= Positive 2020

= Negatve 2010

® Positive 2010

[ Roar Software (formerly YTML)

-  E

PlatformPlus
Astute Wheel
Class

Other / Internal
AdviserLogic
Midwinter
XPLAN
Salesforce

Temenos (formerly COIN)

-80%

13N
33 [
-35 [

13

I <

- RE
I

-60% -A40% -20% 0% 20% 40% 60%

80%




Providing end-to-end wealth management solutions

Advice Marketplace .

Fact Find Goals-based Portfolio Digital SOA Fully-integrated
Advice & construction & & Platform
Modelling comparison Al Avatar Capabilities

(Super & Non-Super)



What role does technology _ :
play in relationship to cost to J
serve? ‘
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Cost to serve

—

(C‘ (C‘ the average cost of providing comprehensive
financial planning advice is

$5,335 a client

vastly exceeding the average cost a client is

charged, $3,660...

...reigniting calls for red tape to be stripped K\ K
from the troubled sector

Source: KPMG



Cost to serve - IRESS

113

Number of
Australian advice
practices surveyed.

$83.4m

Average funds
under management
per adviser.

10+

Average years
of tenure.

2-3

Average number
of technology
platforms to
produce advice
documents.

6.8 FTEs"

Average
practice size.

13%

Percentage
of firms using
4+ technology

platforms to

produce SOA/ROA.

$12.9k"

Average technology

spend per FTE.

8.1 hours

Average time to
produce a simple
statement of
advice for a
new client.

14.6 hours

Average time to
produce a complex
statement of
advice for a
new client.



Comprehensive Financial Advice Process
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Comprehensive Financial Advice Process

Strategy
Initial Meeting briefing Str_ategy SOA. SR . Implementation
appointment generation presentation
and paper
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Major costs In the advice process
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adviser paraplanner support staff



Comprehensive Financial Advice Process

Strategy
Initial Meeting briefing Str?tegy SOA. SR . Implementation
appointment generation presentation
and paper
$ $ $ $ $

Paraplanner Adviser

Admin




‘ How should technology assist?




Comprehensive Financial Advice Process

Strategy
Initial Meeting briefing Str?tegy SOA. SR . Implementation
appointment generation presentation
and paper

SEAT SB2T AT 44T 285

é $ $ $ $ $
5 $ $
< $ $ $




$3,660 $2,918



Hidden Costs in advice practices |
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Scalable Advice Delivery

Statement Of Advice - Archer (video)
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Portfolio Performance
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My goals

87
Platform
Solutions

Retirement Savings

@

Software
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Client Portal to track whole of client wealth
against goals



The holy grail?
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Savings Goal 1: World Trip
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Statement
of Advice
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Holy Grail'Use Case wa —salt an
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ﬁ ﬁ We have used a number of providers in the past, but
DASH is a standout, providing a complete advice

solution, which we view as the “holy grail” for
our practice...

Their seamless end-to-end software and platform
offering covers everything we need in one place,

from MDA management, where run our own models, a a
client data collection, digital SOA's and our CRM.

—
It's a win for planners.



I 1J H

Complete Advice.
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